
A hermit lived high on a mountain top above a township, and every day as the people below him 
scurried around, doing their daily tasks, the old hermit would watch.  

He had everything that he needed on his mountain, there was plenty of food and supplies, he had a 
small vegetable garden near his cabin, and he kept a few animals to supply his needs, near a rock 
pool filled with water that flowed down from further up the mountain. 

His life was quiet and content, after breakfast and his morning chores, he would make his lunch and 
take it to the rocky outcrop where he could sit and watch the activity in the town below.  

The town was a long way down, the people running around performing their daily deeds seemed like 
ants to him, but even through all the bustle and busyness it seemed so peaceful. It looked to him 
like a great ballet or dance. 

He watched the activities in the town every day, finally he decided that he would go down to the 
town and experience this beautiful ballet for himself. He took his coat and started down the 
mountain. As he descended, he started to hear strange noises, the closer he got to the town, the 
louder they became.  

Finally, he reached the foot of the mountain. The noise here was almost deafening, everywhere he 
turned there were people rushing around doing tasks he couldn’t even begin to understand, as he 
tried to walk through the streets, he was getting pushed and jostled by the crowds of people.  

He could not understand where the peaceful and beautiful ballet had gone. 

Unable to take it anymore, the hermit fled from the town, back to the safety of his mountaintop. 
Arriving home, he went to the outcrop and looked down again upon the town, to his amazement the 
beauty and silence had returned. He could still see all the ants rushing around below, but there was 
no noise anymore, all the screaming sounds and mixture of voices were gone, replaced with the 
serene silence he had always heard before. 

He sat down and stared in amazement, asking himself how could such peaceful beauty come from 
such noisy chaos? 

In our lives and businesses, we’ll often feel overwhelmed by what’s going on around us, but is it 
really the stressful pressure-cooker we believe it to be? When we feel overwhelmed, our natural 
response if to give up, to break down. But instead whenever you feel those times approaching, try 
to step outside of your normal behavioural patterns, try to step away from the daily issues and look 
back at them from afar. 

Often, you’ll find that the situation or decision that you have lost control of, that is stressing you 
out, when you step away from it and see it without all the other clutter, it’s not half as bad as you 
think, and often when you view it from the outside (looking inwards) you can see the solution 
clearer than you would when you’re right inside the problem. 

Each day, take a moment out, step outside of your business, your problems, find your ‘mountaintop’ 
and look down on your life from there. It’s all about your perspective, when the one you have isn’t 
serving you, simply get up and look at it from a different place. 



HOW TO DOUBLE 
CONVERSIONS ON 
HIGH TICKET ITEMS 
WITH ONE SENTENCE 

 
Believe it or not, a single sentence can literally 
double the conversions you get on your higher 
ticket items. 

Yes, this sounds too good to be true, but once I 
reveal what the sentence is, you’ll understand. 

Now mind you, do not try this with low ticket items. 
You’ll hate yourself in the morning if you do. 

Then again, if you have a lot of time on your hands, 
it’s your decision as to whether you try this on a $50 
item or not. 

In my experience, not many marketers are doing 
this – probably because they’re either too lazy or 
they simply have no clue how powerful this can be. 

Okay, are you ready for the sentence? 

Here it is… 

“Please get in touch with us personally if you have 
any questions.” 

That’s it. 

Simple, right?  

Then you give them options. It could be a 
dedicated email address, a phone number or a 
chat box. 

The key is to make it a soft invitation, no strings 
attached. You want to be clear you’re not going to 
strong arm them once you get them on the phone. 

Here’s why it works so well: 

You’re asking for a lot of money for your high ticket 
item. For instance, a Taser or a surveillance system. 
But whatever it is, it represents a sizeable 
investment for your customer. It’s not like they’re 
buying a $10 pepper spray. 

So naturally they’re hesitant. They need just a bit 
of reassurance to take the plunge. 

And for some of them, simply knowing they can get 
in touch with you is enough. This tells them you are 
indeed a real person with a real business and this 
is a real product. 

They relax. They have more confidence in you. And 
they order. 

For others, they have a legitimate question that 
you either forgot to answer in your sales material, 
or you did answer it but they didn’t see it. 

In either case, they really want that answer before 
they buy. With these folks, you will often be off of 
chat or email or the phone in less than 5 minutes. 
Sometimes in less than 2 minutes. 

Then there’s the third type of person. Their only 
real question is, “Are you for real?” because they 
want to know what happens if they have trouble 
with your product. Are they going to be able to get 
in touch with you? How quickly will you answer? 
And so forth. 

They need reassurance that you’ll still be there in a 
month if they decide to use your guarantee. They 
might even get in touch with you more than once 
just to make sure. 

There is a fourth type of person in this scenario I 
need to warn you about. This is a tire-kicker, and 
they will likely waste your time. The problem is, 
you don’t know at first if they simply need 
reassurance, have real questions or they’re just 
bored and looking to chat. 

If you suspect they’re just wasting your time, you 
can politely tell them you have another caller and 
you have to go. But generally this isn’t a problem, 
especially when you check your numbers and 
realize your sales have about doubled since you 
offered customers the opportunity to get in touch 
with you. 

One last thing – which communication method 
should you offer them to get in touch with you? 
That’s totally up to you. Ideally you want to offer all 
three – phone, chat and email. We’ve found that 
offering all 3 choices has the biggest impact on 
sales. 



Sneaky Way to Tap into Emotions 
People love to tell you they are logical and rational, and that they make decisions 
based on the facts. 

But what people say and what they do are two different things. 

Between you and me, people make decisions based on emotion – they just don’t 
realize it. 

So how can you tap into those emotions and get them to click your link or buy your 
product? 

By adding faces to just about everything you do. 

Use an interesting face that expresses the emotion you want your prospect to feel. 

Face images, whether they’re drawings or photos, work not just on Facebook ads, 
but also on your sidebar ads, blog posts, social media posts and so forth.  

And they work especially well on all things Facebook and social media, because 
people are already looking for faces there. Thus your posts and ads will unobtrusively 
blend right into your customer’s newsfeed. 

The human brain is actually wired to look for and respond to facial cues and 
expressions, much more so than the written word. 
 

Selling Online? Do This to Increase Conversions 
You might think this is getting rather picky, but I’ve found it flat out works. 

When advertising anything with a price, lower the left-hand portion of the price and 
test it against your original price. 

For example, if you’re currently selling a stun gun for $20.00, lower the price to $19.99. 
Yes, I know it’s only a penny, but look at the left side of those two numbers – 20 versus 
19.  

People aren’t all that logical. They’re not good at math, either. So while you and I 
know it’s only a lousy penny, somewhere in their brain they are perceiving one price 
as being twenty bucks and the other price as nineteen bucks. 

Try it. You’re going to be pleasantly surprised at the increase in sales. 
 

Customers Process THIS 60,000 Times Faster 
You might think that it’s the words that make the sale, get the click and so forth. 



 

And no doubt they are important. 

But did you know the brain processes visual information 60,000 times faster than text? 

In fact, 90% of information transmitted to the brain is visual. 

Next time you’re updating a web page or adding to your social media campaign, 
focus more time and energy on the images. 
 

Add this Word Now to All of Your Campaigns 
Humans are hard wired for fight or flight. That is, humans are wired to be impulsive 
and act without thinking. 

So how can you capitalize on the brain’s need to take action without thinking?  

By adding one word to your campaigns right now. 

After all, people want what they want right now. 

Tomorrow is too late. Yesterday is over. Now is exactly the right moment to act. 

So do it now. Add the word and see what happens. I’ll bet your conversions and 
engagement improves immediately. 

Pssst… Are you still wondering what the word is? 

Now you better pay attention and add this word right now to your social media posts, 
ads, calls to action and so forth. 

Yes. Now. 😉😉 
 

Successful People Do This ONE Thing 
If you decide you’re going to do something, do it.  

They’ve done dozens of studies over the years and they’ve found there is one major 
difference between successful people and unsuccessful people:  

• Successful people launch.  
• They get started.  
• They get on with it.  
• They just do it.  

Unsuccessful people get the same ideas and the same information, but they’ve always 
got an excuse for not starting. 



A Case For Standing Your Ground 
A long time ago in a war-torn land far away, two kingdoms fought, they had fought for many years, so many in fact 
that they couldn’t even remember what had started the war.  

In an effort to end the conflict that had (for so long) resulted in stalemate, the king on one side ordered that a great 
wall with keeps and guard towers be built along the border that the two kingdoms shared. It took many years to 
complete, but finally there was a physical border between the two kingdoms. This angered the king in the other 
kingdom, and he launched attack after attack on the wall and its keeps. 

Many years later, the two kingdoms were still at war, new kings now sat on the thrones in the two kingdoms, and 
even though they didn’t know why, they still fought the traditional war.  

Finally, one king had had enough, he decided to throw all his army and resources against the wall and bring it 
down.  

A massive and bloody battle ensued, many valiant soldiers and knights fought and died in that battle. But still the 
wall stood, they fought and fought to the last man, finally there was but one knight guarding the wall. The opposing 
army called for his surrender, he told them that regretfully he could not, he had given his liege his solemn oath that 
he would not surrender the wall. So, the opposing army tore the wall down brick by brick, but still the knight would 
not surrender, he fought and fought, repelling attack after attack, many fell before his blade. 

The two opposing kings, safe in their distant castles, heard the stories of this one knight, they decided they must 
travel to the wall to see for themselves. When they and their royal guards arrived at the wall, they did not find a 
vicious battle taking place as they expected.  

Instead, the one knight and the knights of the opposing army sat at a campfire at the gates of the walls keep.  

The two kings rode up and demanded to know what was going on. As the one knight knelt before his king, and 
explained that he had honoured his oath, the other knights bowed to their own king, and told him that they had 
fought and fought but they could not defeat that one knight behind the wall.  

He had fought them to a standstill, he held the high ground, he had the supplies and weapons in his favour, and 
when the cold weather had rolled in, many of the opposing army succumbed to the cold, and that is when the one 
knight had opened the keeps doors. He brought the injured and freezing soldiers inside under a banner of peace, 
where he fed and cared for them. 

After that act of kindness, the knight and many in the opposing army had built up strong loyalties to each other, and 
both sides realised they had no idea what they were actually fighting for. The two kings came together for the first 
time, and they too realised they had no idea what the conflict was about. It was so old and both sides had stood 
their ground for so long, that the original cause or purpose was long lost. 

In our businesses and lives, we may often find rivalries and challenges that last for years. But ultimately, we come 
to a point where we have stood so long on that ground, that the reason has been lost. It doesn’t matter anymore. 
We have moved past it and not caught up with the change in our actions. 

This week, drop old ideas and beliefs that do not serve you anymore, don’t do things out of habit, be conscious in 
your actions, and heal those relationships (business or home) that you have been holding a grudge against. 
Enemies are no use to you, let go of old battles.  

Remember, we are all the same inside. Like in chess, at the end of the day when the battle is done, all the pieces 
go back in the same box. 

 



7 New Year's Resolutions 
That Will Change Your Small Business in 2018

When you hear the phrase, "New Year's Resolutions," you probably think about losing weight, quitting smoking and 
vowing to enjoy life to the fullest. These are all very common personal New Year's resolutions, but resolutions are not 
confined to our personal lives. You can also create impactful resolutions for your small business. A resolution, after all, is 
a decision to do something differently to bring about positive change.

So, if you are ready to make some powerful changes in your small business, here are seven possible resolutions you 
should set this year.

1. I will learn how to manage my cash flow more effectively.
This is a great resolution for small business owners who have drastic ebbs and flows in their cash flow, have been 
unable to create enough capital to invest back into the business, or those who don't really understand the day-to-day 
finances of the business.

2. I will take steps to improve my digital presence.
If it's been more than two years since your site has been updated, if you haven't done anything to make your web pres-
ence mobile-friendly, if you still haven't created an email marketing list, or if digital isn't a component of your marketing 
plan, it's time to add this resolution to your list.

3. I will finally get social in my small business.
Have you been putting off social media, not even starting to explore which network is the best platform for your busi-
ness? Have you talked about starting a business blog, but haven't had time to work on a content strategy yet? If so, this 
is the perfect resolution for your business.

4. I will get focused and become more productive.
This is a great resolution for those of us who often waste time on social media or find ourselves succumbing to other 
distractions that get us off-track, then end up wondering where the day went because we still have a handful things left to 
complete.

5. I will charge what I'm worth.
Do you often feel underpaid and undervalued in your business? If so, then this resolution will help you market to the right 
audience, revamp your strategy and raise your rates to accommodate the value you bring to the table.

6. I will grow my team and delegate more.
If you have more work than you can handle and no time to focus on growing your business, it's time to stop wearing all of 
the hats in your business and start bringing in others to pick up the slack. This resolution that focuses on building your 
team and learning how to delegate effectively is right up your alley.

7. I will become a better communicator.
Frequent issues with misunderstandings among your employees, lack of employee morale and consistently wasting time 
repeating the same information over and over is a sign that you are communicating ineffectively. This resolution will help 
you focus on becoming a better communicator in your business. 

So what's the next step? It's time to take your resolutions and create a plan for putting them into action. Get ready to 
make 2018 the year you finally bring all of your resolutions to fruition.



Welcome
We’re excited to showcase our New Authorized Dealers  

that joined our team in November!
Robin Block
Daniel Viergutz
Carl Sanchez
Jason Cartwright
Jamar Thomas
Hector Santana
Therese Jones
Fredrick Williams
Charles Scott
Enrique Betancourt
Moses  Ayedun
Toni Russell
Jessica Thomas
William Moore
Brian Ramsey
Marshall Hargraves
Scott Collins
Michael Dupye
David Derricho
Larry Pruitt
Paul Zelanka

Kelly Jacobson
Everett Hill
Lauquishia Toombs
Patricia Russell
Wanda Mahboub
Michael Bower
Mike Jakomeit
LeaLynn Mindick
Marta Ortiz-Saldana
Robert Tyson
Sheryl Reynolds
Bryan Gray
Richard Dumlao
Sharon Rogers
Joseph Graham
Renee Crowe
James Peters
Sharon Kemlage
Jeffrey Flow
Calvin Bernard
Kathryn Rodgers

Audrey Bennett
Kris Kendall
Sam Veazey
Leslee Stone
David Wright
Katie Geuin
Julie Doke
Tatiana Muriel
Lamiskey Dillon
George Alston
Phillip Dorris
Angie Stone
Amy Todd
Thomas Clarkson
Linda McKay
Fred Billy
Roy Mills
Wanda Diamond
Victoria Harrison
Bridgette Patrovsky
Mark Browning

William Bowers
Marites Cervantes
Breanna Bergevin
Philip Davis
Les Finlay
Alberto Espitia
Phil Mimmo
Thomas Watson
Frederick Crandall
Allen Alirkar
Leroy Tillman
Jurgis Brakas
Josef Huffman
Harold  Smith
Michele Sells
Steve  Moorman
Brian Miller
Earl Folkes
Elliot Ross
Thane Holland
Randolph Eastwood

Brian Hatch
Lyn Strickman
Lewis Calhoun
Bryan Mitchell
Kenneth Franklin
Susan Blake
Darryl Richey
Daniel Singh
Lionel Zylicz
Anthony Makarwich
Edward DeWees
Joel Gammon
Todd Farmer
Jeremy Sequin
Junior Paillere
Daniel Niggeling
Celeste Rittgers

The lightweight, compact TekFire Fuel-Free 
Lighter allows for quick and easy fire start-
ing. It is windproof, flameless, electronic and 
requires no butane fuel or adjustments for 
altitude.

The TekFire Fuel-Free Lighter comes with a 
USB cord for easy recharging from any USB 
port. The weatherproof case keeps the lighter 
dry and ready for use.  Built-in rechargeable 
lithium-ion battery.

SKU: ST-TEKFIRE 
Retails for: $24.95
Your Cost: $12.50 

Your PROFIT: $12.45

This Month's Featured Safety Technology Product! 
TekFire Fuel-Free Lighter
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Advanced SEO Club - Regular Step-By-Step TRAINING WEBINARs to show you how to generate HIGHLY TARGETED Traffic 
that produces more sales by sharing the newest cutting edge techniques. Monthly Q & A Call to answer all your ques-
tions. FREE links EVERY MONTH to help with rankings in the search engines. And even more! Visit https://gunas.com/SEO 
for more details.

Facebook Fan Page Done-For-You - With the changes in how websites are ranked, its imperative that you use high au-
thority sites to link to your website. One of the best authority sites is Facebook. What you need are Facebook Fan Pages. 
Not just one for your business, but many of them. Each set up for different relevant keyword phrases. Learn More here: 
https://gunas.com/facebookpagedoneforyou.html

Social Signals - Social Signals have emerged as the new SEO and have never been more important than they are today.
Some of the most popular online websites have something in common today − they all have Social Signals. Learn More
here: https://gunas.com/social_signals.html

Ramp Up Your Business With These Safety Technology Resources...

I just have to say it is always a pleasure dealing with all of you. From the person who fields the calls, the dude that answers all the 
tech questions (he is great), the ease to place an order and the follow through. You are an example for professionalism and out-
standing customer service. Your commitment to total quality and satisfaction is impressive.

Marco Betancourt

Dealer Speak

Trivia
1. In what year was Queen Elizabeth II born? 

2. What animal has the fastest metabolism?

3. Who was the Spanish surrealist painter best known for his work "The Persistence of Memory"?

4. In what year was the first Harry Potter movie released?

5. War and Peace, originally published in 1869, is a novel written by which Russian author?

6. How many keys are on most baby grand pianos?

7. In what year was the iPhone first released?

8. Au is the symbol for for what chemical element?

9. Which tennis player has won the most men's Grand Slam titles?

10. The avocado is a tree that is thought to have originated in what country?

1.1926, 2. Hummingbird; 3. Salvador Dalí, 4. 2001; 5.Leo Tolstoy; 6.88;  
 7. 2007; 8. Gold; 9.Roger Federer; 10. Mexico;
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